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F oreword 


A RECENT writer in a Church periodical, 
after commenting on a paper read before a 
Preachers’ Meeting urging pastors to do 
personal work, said: “And yet we must 
not entirely run away from the idea of 
reaching great masses by the power and 
pungency of the preached gospel. While 
every pastor may in some sense and to some 
extent be successful in this field (personal 
work), let us set apart our great evangelistic 
preachers . . . to this special work.” 
Then he names among others, Drs. L. A. 
Banks and Charles L. Goodell as illustra- 
tions. These men work daily with per- 
sonal call and persistent appeal to get dis- 
ciples, and thus secure promises for public 
profession. They never agree to enter evan- 
gelistic campaigns in other cities or locali- 
ties. ‘The man who does personal persua- 
sion work will be an evangelistic preacher 
when otherwise he would miss fire with any 
sort of equipment. Many who do not sus- 
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pect their ability as evangelistic preachers 
will discover it by doing personal work. 
No man with any amount of gifts can be 
a preacher-persuader without practice in 
persistent personal persuasion. 

Many men are “almost persuaded.” 
They easily enter a clearly marked path 
if accompanied by a brotherly urger. Con- 
ditions were never more ideal. The called 
minister is natively equipped to do per- 
sonal persuasion or he is not fitted for pas- 
toral or preaching service. God is not to 
blame because we are sheafless. We need 
not beg a revival out of Him. Results 
are as sure in the spiritual realm as in 
the farmer’s field, if the rules are kept and 
the price paid. Excuses will not avail. 
God has a right to expect results. Jesus 
will draw all men by His winsomeness if 
He is lifted up. The feast is spread. 
Plenty of hungry folk are in the world’s 
highways. We must go after and compel 
them to come in. The revival may be 
daily (“And the Lord added to the Church 
d ily.” Acts 2:47). We have been prone 
to neglect sane, specific religious conversa- 
tion. Employing it, we will be empowered 
for every other department of Church ac: 
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tivity. We will be preacher-persuaders in 
the pulpit and have hearty workers, made 
hopeful by signs of success (converts), to 
man every department. ‘The harvest is ripe. 
The Spirit still empowers. The Word does 
not return unto Him void. He will fill 
the mouth with the apt word out of a fur- 
nished head. Let us prepare and then act 
confidently. His Kingdom is coming on 
earth. 
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CHAPTER we . 
The Preacher's Supreme Task 


WHEN the Japanese fleet met the Rus- 
sian ships Togo hung out the words: 
“The fate of the Empire depends on this 
engagement. Every man will be expected 
to do his duty.” It spurred the last man 
to the highest pitch of his ability. These 
are critical days. The interests of our 
Master’s Kingdom have been committed ” 
into our hands. Unless His disciples rally 
to full strength in this meridian time of 
opportunity the promised advance will not 
take place, and there may even come a 
slipping back. Now is the telling time in 
the tug of war; if ever every ounce of 
strength was needed it is at this hour.¥ 
It is a shame to abuse pastors. Scores 
of them are doing their level best. But 
it is hard to know where to do the best. 
It is not difficult to be busy. Every- 
thing is expected of the pastor to-day. He 
can not simply preach and make calls. The 
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times demand a score of other things. 
Only a strong mind and will will enable 
him to do other than the regular routine. 
It is even difficult to read a book or write a 
sermon. The Church Official Boards have 
too long permitted the pastor to wear him- 
self out doing church dusting, dish-wash- 
ing, and kindling-splitting. Gradually the 
Church is recognizing that this is poor 
economy, and it is hiring cheaper help for 
these tasks. Professor Thwing declared 
_ that no Church with more than three hun- 
dred members ought to be run without 
an assistant pastor. Rev. W. A. Bartlett, 
pastor of the First Congregational Church, 
Chicago, says: “In my judgment such as- 
sistants are indispensable to the modern 
Church, and business men should be made 
to see that it is the only way to conduct 
the Church.” Rev. A. C. Dixon had four- 
teen paid helpers in the Ruggles Street Bap- 
tist Church, Boston. Imagine the trained 
general manager of a department store 
spending his time writing letters, or piling 
up tumbled-down goods, or looking after the 
needs of every customer that happens to 
want to see him. Suppose, also, he had to 
watch the janitor, play errand boy, and see 
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that all the clerks were promptly in place. 
And yet the pastor is supposed to call on all 
the members, look up all the strangers, at- 
tend every meeting of all the organiza- 
tions, see that the Church is orderly, help 
with the finances, superintend improve- 
ments, write his own letters on a thou- 
sand subjects, listen to every tale of woe, 
receive any caller any time, and speak 
freshly, if necessary, six times a day. It 
is a shame for a man trained to win and 
build up souls to spend valuable time at 
tasks which, though necessary, could be 
done by cheaper help. Many more pas- 
tors would do personal work and fill up 
on religious topics if they were not kept 
so busy at such tasks. 

“Two hundred years ago,” says J. H. 
Jowett, in “The Passion for Souls,” “A 
young probationer in the Church of Scot- 
land was asked to preach. In contempla- 
tion of the task he said: ‘Reading in secret 
my heart was touched with Matt. 4: 19, 
‘Follow Me and I will make you fishers of _ 
men.’ My soul cried out for the accom- “ 
plishing of that to me, and I was very de- 
sirous to know how I might follow Christ 
so as to be a fisher of men, and for my own 
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instruction in that point I addressed myself 
to the consideration of it in that manner.” 
_ This absolutely fits to-day. All of the 
' pastor’s work is to result in catching men 
for Christ. Anything that aids in at- 
taining this end is valuable. Nothing is 
worth while that will not contribute to 
it. We must do a hundred other things 
to bait people; but we must also land some 
of them or go out of business. To con- 
sider this in a clear way, suppose we dis- 
cuss the subject under divisions related to 
fishing. 

‘The crowds which seemed loyally to fol- 
low Jesus into the wilderness or boldly to 
hail Him as King proved to be fickle and 
poorly informed. It is hard to fit truth 
to a multitude, hence Jesus always took 
the disciples apart. The “woman at the 
well,” “Mary Magdalene,” “the man born 
blind,” the “cemetery maniac,” became the 
most enthusiastic advocates. The disciples 
were hand-picked fruit. Saul only saw the 
light and heard the voice; he needed human 
direction afterwards. Ananias had a single 
mission in coming to Him. Paul preached 
few set discourses. According to Dr. A. 
T. Pierson, the Greek word bearing the 
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meaning of a formal address is used only 
three times, and at one of these a man fell 
out of the window and broke his neck. 
After the baptism of the Holy Ghost it is 
recorded that the disciples preached from 
“house to house.’”’ Paul employed even the 
prisoners’ box in the courtroom to plead 
with Agrippa until the judge cried out, “Al- 
most thou persuadest me to be a Christian.” 
(Acts 26:28.) Stephen witnessed so po- 
tently under the death-dealing shower of 
stones that the captain of the slayers was 
converted as a result. —The New Testament 
/method was not an innovation. A little 
slave girl led the mighty Naaman to the 
prophet of the Great God and kept him 
from flying back, unhelped, when his pride 
was offended. An errand boy bringing pies 
-and cakes from mother’s oven to oldcr 
brothers in the army brought Israel to her 
‘senses and back to dependence upon Je- 
hovah, when she trembled with fear, by fac- 
ing a giant alone. David was reclaimed as 
the result of a personally-carried message, 
“Thou art the man.” (2 Sam. 12:7.) 
Daniel secured standing and _ brought 
righteousness to a heathen kingdom by 
talking directly to the ruler. The Mas- 
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ter Himself obtained His first and best 
disciples by John the Baptist’s aid and 
the help of those thus selected. Can we 
improve on His method? 

Dr. Henry Clay Trumbull, in “Indi- 
vidual Work for Individuals,” says: “For 
ten years (in the Sunday school missionary 
field) I addressed gatherings of persons 
from ten or fifteen to five or six thousand 
each. In this work I went from Maine 
to California, and from Minnesota to 
Florida. This gave me an opportunity 
to test the relative value of speeches to 
gathered assemblies. Later, for more than 
twenty-five years, I have been the editor 
of a religious periodical (The Sunday- 
School Times) that has had a circulation of 
more than a hundred thousand a week dur- 
ing much of the time. Meanwhile, I have 
published more than thirty different vol- 
umes. Yet, looking back upon my work in 
all these years: I can see more direct results 
of good through my individual work with 
individuals than I can know of through all 
my spoken words to thousands of persons in 
religious assemblies or all my written words 
on the pages of periodicals and of books. 
And in this I do not think my experience has. 
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been wholly unlike that of many others 
who have had large experience in both 
spheres of influence.” 

- Dr. J. O. Peck in “The Revival and 


the Pastor,” said: “If it were revealed to 


me from heaven by the archangel Gabriel 


that God had given me the certainty of 


ten years of life, and that as a condition of 


my eternal salvation I must win a thou- 
sand souls to Christ in that time; and if it 


were further conditioned to this end that 


I might preach every day for the ten 
years, but might not personally appeal to 
the unconverted outside the pulpit, or that 


I might not enter the pulpit during those 


ten years, but might exclusively appeal to 


| individuals, I would not hesitate one mo- .~ 


ment to choose the latter. But God’s 
plan that pastors shall be both evangelical 
preachers and walking evangelists, is the 
better way.” 

Henry Ward Beecher said, “The longer 





I live the more confidence I have in the 


sermons preached where one man is the 


minister and one man is the congregation.” 
D. L. Moody said just a little time be- 
fore his death, “After all, the most ef- 


fective and fruitful work of grace can only 
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be secured by the consecration of the great 
masses of our membership to reach the peo- 
ple one by one.” 

Dr. Chapman, in his Introduction to M. 
T. Lamb’s “Success in Soul Winning,” 
says: “In an address not long ago I heard 
a distinguished Methodist preacher say that 
all that was needed in these days to make 
it possible to evangelize the world in this 
generation was for each one in the Church 
to lead one soul to Christ.” Then he 
gives these statistics: “If the pastors of all 
the branches of the Methodist Church 
would win one soul to Christ a month, 
460,000 wauld be won in a year; if all 
Baptist pastors would do the same, 426,000 
would be added; if all Presbyterian preach- 
ers would do the same, 146,000 more would 
result. If all the evangelical ministers of 
the United: States. were to win just one a 
month, in one year 1,620,000 souls would 
be registered.” Mr. Lamb computes. that 
out of every one thousand, five hundred and 
fifty are reached—two hundred and fifty are 
Protestants, one hundred Roman Catholics; 
one hundred attend Church regularly, and 
one hundred are infants. Four hundred and 
fifty are unreached. ‘This leaves plenty of 
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raw material to work on. How many of us 
really win our twelve to Christ every year? 

Rev. J. J. Billingsley says in giving 
numerical conclusions: “I began where I 
should have started at the beginning, 
namely, with one Christian working one 
year to save a soul. Then, having two as 
a working force to begin the second year, 
and using two as the constant multiplier 
for completing the problem, I worked on 
until I found myself in a world of vision 
and splendid possibilities, full of Chris- 
tian optimism, and fully convinced that 
I had found the key to the greatest prob- 
lem of the ages, and that the world could 
be, and should be, soon brought under the 
peaceful reign of Jesus Christ. By work- 
ing. out the process, I discovered that in 
twenty years, one man, with the added 
working force of each new convert, has 
secured’ the conversion of 524,288 souls. 
If one man can thus reach so many souls, 
twelve men will reach twelve times as 
many; or, in other words, twelve men, 
working with the same purpose and the 
same consecration, could reach, in twenty 
years, 6,291,456. If the total population 
of the earth is 1,500,000,000, then, as set 
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forth above, one Christian could reach in 
round numbers half a million souls in 
twenty years, or 1-3000th part of the to- 
tal population of the earth, and instead of 
saying that the united Christian Church 
could reach and save the world in thirty 
years, the problem with which I began, 
we are brought face to face with the amaz- 
ing proposition that three thousand Chris- 
tians could evangelize and bring the 
world to Christ in twenty years.” 


CHAPTER II 


Personal Persuasion Equips the 
Preacher 


Gop’s Spirit never works independently 
of an individual. He always sends a per- 
son to do a particular task. ‘There are no 
mass conversions. Every one has been 
touched by some one person. ‘The thought 
that leads to action was either planted or 
watered by personal contact. If, then, we 
are to reach souls, we can not do it from the 
pinnacle of the pulpit, but from the close 
range of personal persuasion. 

The preacher is, of course, a persuader 
in the pulpit, or he is an air-puncturer. 
Some pastors excuse themselves from evan- 
gelistic effort by declaring that their forte 
is instruction solely. The faculty of per- 
suasion must be acquired and employed if 
any sort of truth is planted and utilized. 
This faculty only comes from practice, and 
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the best sort is the kind close enough to 
observe. It is difficult to speak to an audi- 
ence of one, but it tests and trains. To fail 
in winning or moving this audience is to 
fail with the larger. It would be well to 
work with the one until you have won. 
Mr. Beecher knew the name of the ferry- 
man, the grocery boy, the washerwoman, 
the nearby carpenter. This gave him in- 
timate acquaintance with real life. He 
could appeal to them in his audience. He 
had a soul-moving lot of facts. He also 
- held the heart reins. He was one of the 
people. A big-hearted man will win, with 
less ability, where the big-headed one fails. 
The friend-maker is the winner. The 
friend is made by hand-touch, eye-look, 
and words perfumed by a gracious and near 
bearing. The attentive listeners in an 
audience are those who know and love you, 
or their friends. These close listeners give 
the truth a chance to root. Their listen- 
ing is so magnetic that it draws out the 
best in the speaker’s heart and head. ‘These 
two things make such a close contact that 
the pastor can move folk on any sort of 
an appeal. It is the worthy pastor remain- 
ing in one community a long time who 


22 


Personal Persuasion Equips Preacher 


has the most potent influence. If a new 
evangelist moves people permanently, it is 
because he regularly, kindly, and under- 
standingly mingles with people, and this 
gives him an ever-fresh knowledge of in- 
dividuals. Without constant personal work 
his words fall flat and the wand loses its 
charm. Ready-made books of illustrations 
are a snare, and often a curse. ‘The stories 
are threadbare, and are frequently exag- 
gerated. The heart-throb that comes when 
one personally discovers and applies an in- 
cident is not felt. The illustration may 
even utterly fail to catch the mind-eye of 
the audience. But personal conversation 
will give local illustrations, will enable one 
to attach personal viewpoints to the thought 
and spirit of the neighborhood. Personal 
persuasion work gives us illustrations with 
red heart-blood in them carrying a now-a- 
day’s message. 

Feeling is always the product of ponder- 
ing inside truths or experiences. David said, 
“While I was musing, the fire burned,” or, 
while I was thinking, feeling came. We 
can not arouse enthusiasm over a subject 
with which people are not familiar. There 
must be inside fuel to feed the fire your en- 
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thusiasm kindles. ‘There was never so lit- 
tle religious information in the minds of 
people. Old-time opposition from skeptics, 
infidels, and materialists drove believers to 
store up information as an expectant army 
does ammunition. But the collapse of oppo- 
nents has made such an equipment no longer 
compulsory, and so, many ceased storing re- 
ligious information. Gradually Bible study 
was relinquished. ‘The world’s change of 
attitude towards Christianity and its nomi- 
nal recognition removed the clear-cut divi- 
- sion once existing. The family altar is 
less common. All of these things and 
others contribute to a neglect of home re- 
ligion and home instruction. ‘The result 
is that to-day there is little religious fuel 
which can be kindled in mass-meetings. 
We can not appeal to committed Scripture, 
to mother’s teaching, to known truths. The 
memories of home-training and devotion are 
not so marked. Many adults have an ill- 
defined conception of what it means to be 
a Christian. The fuel that. generates mov- 
ing power must therefore be laid by close 
study and individual prescription. 

One other fact is everywhere evident. 
People are not to-day moved by mere emo- 
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tion as they were in the days of scant educa- 
tion and few emotional appeals. ‘The per- 
sonal mind must be answered and satisfied. 
But reason rules, more than prejudice, as 
never before. Planted truth will in time 
work as leaven in bread, so that we do not 
need to wait for a working up of the emo- 
tions in the massed audience. 

The spiritual life will be brought to its 
best. Preaching becomes a bore if there is 
no spiritual stock on hand, if we must de- 
pend on our own resources and sight. To 
do effective and joyful service we must have 
intimate and vital relations with Christ. 
Personal persuasion work will lead to this 
condition. We will by it get so interested 
in people that we will get close to them. 
Then we will discover their genuine hun- 
ger for Christ. We will see their utter 
helplessness in sin. We will recognize the 
trickiness of Satan. We will put forth ef- 
forts that fail. ‘This will cause us to all but 
despair; and yet our interest will so increase 
and rule us that we will push until suc- 
cess comes. Victory, however, is only pos- 
sible when Christ is present. ‘This presses 
itself upon us. We seek to get near Him. 
We want to know Him closely, so that the 
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one we are after may be satisfied and de- 
livered. We find that He must be Teacher 
if our wisdom is sufficient. We must be 
conscious of His nearness if we have the 
undiscourageable confidence. But we learn 
that He lives only in human hearts; “the 
Kingdom of God is within you.” He re- 
veals Himself to people only as He shines 
out of individuals. So we seek for the infill- 
ing; we strive to be a medium through 
whom He may shine. But both require 
cleanness and devotion. Hence all known 
sin and questionable deeds are given up. 
We fit our hearts for His indwelling. In- 
sincerity is laid aside as is a blue glass when 
white light is needed. Roughness, coarse- 
ness, crossness, independence, and pessimism 
are supplanted by gentleness, purity, pa- 
tience, gracious humility, and joyful hope- 
fulness. We fit all our members and pow- 
ers so that they truly reflect Christ and 
worthily serve His purpose. Since making 
Him known touches ambition, we will bend 
everything to reach this end. We will let 
Him change us from “glory to glory.” We 
will lay aside every “weight.” We will fit 
our spirits and bodies for victory, as does 
the orator for success or the runner for a 
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prize. We will neither admit defeat nor 
make place for it. Thus a vivid, vital re- 
ligious experience has a usable value, and 
so becomes tangible and desirable. 

The joy of sheaf-gathering is very real. 
It cheers the heart, accelerates blood circu- 
lation, creates visions, builds faith, and 
gives a winning buoyancy and optimism 
to the whole bearing. Results are sure if 
we pay the price in personal persuasion, and 
we will become a winning personality in 
the pulpit. Look at it closely for proof. 

It is exceedingly difficult from the pulpit 
to move a pew sitter. Self-sufficient pride, 
stolidity, or real timidity freezes people 
or holds them still. Regular, unmoving 
appeals discourage and take energy out of 
us like malaria does, or turn us into a dys- 
peptic scolder. The crowd also sits in sat- 
isfied comfort, if it does not discount the 
ability or the material of the preacher. 
But if some one responds a thrill sweeps 
through the audience. Individuals wonder 
what they have missed; they will not be so 
cock-sure of their position, and will listen 
for information. 

Personal touch insures a response. It 
opens our ears to at least one crying need 
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in the audience. ‘The addressed one may 
seem to show no response at the time of the 
personal plea, but your interest touches him, 
and some word may be mellowing the heart 
so that the public appeal takes hold and an 
open confession follows. ‘Then the one pri- 
vately won is sure to make a public pro- 
fession. His life is so intertwined with one 
or more others that another is almost sure 
to move when he does. 

Sunday nights I am at the church door 
as soon as the audience begins to assemble. 
People are greeted and questioned about 
their local church home. If they have none, 
the name and address is taken. If never a 
member of the Church, they are urged to 
choose Christ. If it is a young man, I call 
one of my own, introduce him, and they sit 
together. Pretty soon an usher brings me 
a pew number. My young man has sent 
it up so that I can find the prospective 
disciple if I want to go into the audience. 
Meanwhile, my young man is praying, and 
finally urges the stranger to decide when 
the invitation is given. In five months we 
had over three hundred people join the 
Church at regular services, nearly one-half 
on probation. By far the largest per cent 
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of them joined on Sunday night. I never 
go into the pulpit without the promise of 
one or more to join that night. This start 
brings others. Sometimes I go into the 
audience to urge one to come with whom 

I have talked before. Many need just this 
little urging to reach decision. 

. For three years and a half I kept after 
the State Mine Inspector. He finally prom- 
ised when I called and urged decision at his 
home ten days ahead. I used his promise on 
others, and secured some other pledges. 
These so affected friends and folks in the 
audience that when he came twenty-four 
others came also. A promise settles it with 
most people. If they wait until the service 
it will be easy to again postpone it. 

An unconverted young man called to get 
my aid in securing a position. My heart 
went out to him, but I felt led to say noth- 
ing about heart surrender. I had been told 
that, like some other young men, he was 
afraid of the “preacher.” He secured a 
position by my aid. I treated him cordially. 
One night I spoke to him personally. He 
said, “Some time, perhaps.” He was in the 
audience. I had my eye, heart, and prayer 
on him. He came to the front and to a 
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clear decision soon, and the whole audience © 
felt the thrill. The former appeal words 
had melted the stubbornness. Some months 
afterwards I was called to his widowed 
mother’s house to conduct his funeral 
service. He had been suddenly killed in 
the railroad yards where he worked. How 
glad I was that the personal plea had been 
' made! 

These responses put heart into the 
preacher, and he speaks triumphantly about 
his Lord. Results increase the people’s 
confidence in the pastor. The atmosphere 
warms until the membership is merged 
together into brotherliness) When souls 
choose Christ, criticism dissolves and frosts 
melt. Nothing will so effectively unite a 
divided Church nor remove a coldness 
towards the pastor as a revival spirit. It 
will pay to leave everything else go until, 
by persistent, purposeful, patient pulling at 
a particular person, one or two or three are 
won to Christ. This kind of work will 
equip the preacher and make the church 
attractive. No place is so delightful to 
men as God’s garden where the fruits can 
be seen. 

The mental life is stored and stim- 


30 


| Personal Persuasion Equips Preacher 


julated by personal persuasion work. It is 
inot remarkable that Dr. Peck and Dr. 
‘Goodell could come from personal inter- 
| views into the pulpit. The brain was never 
,so alert and the heart so warm. ‘The mind 
‘fruit is like the full ripe orange just picked 
from the tree. 

It is well to have a definite task if we 
‘desire to assemble our powers. “The navy 
‘practices firing, not just into the water, but 
‘at a distinct thing. The essay subject at 


‘school drove us to particular reading and » 


research. We looked for and brought out 
everything along that line. Athletic con- 
tests are good because they set every one to 
building up the body for the purpose of 
obtaining the prize. A Sunday school class 
is often a blessing because it drives one to 
prepare for the purpose of teaching. So 
personal persuasion work aids us in aiming 
straight. We are after one person. We 
study to answer his doubts, to break down 
his argument, to show the inexcusableness 
of his sin. ‘There are always others like 
him. ‘This exact information would be 
gathered in no other way. 

Thoughts that touch and command 
every fiber of the brain develop it better 
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than smaller ones that touch only a part of ~ 
it. Men go insane who ride hobbies. The 
best guard is interest in various sorts of 
things. It is exceedingly difficult to study 
philosophy in abstract forms. It is hard 
to decide questions concerning right and - 
wrong when they are removed from indi- 
viduals. But when these problems come in 
the form of practical results seen in tangible 
bundles of human bodies, they fit our minds 
as a baseball bat does a boy’s hands. Con- 
crete examples excel abstract philosophic 
discussions. ‘The disastrous effects of sin 
prove the reasonableness of God’s prohibi- 
tions. It is impossible to find out about 
another’s religious life in public. It is 
sacred. Surface thoughts alone are pub- 
lished. The inner holy of holies is entered 
only by the friend; by the one who, with a 
brother’s hand, touches the magic spring 
called affection. ‘This opens his up-to-date 
religious needs. 

Every man is susceptible to and hungry 
for religion. As vital friendship increases 
and the office door to the inner business 
room opens, the heart door also unlatches 
for intimate conversation concerning per- 
sonal religion. Recently the head and 
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builder of a large department store shut out 
all visitors at the busiest period of the day, 
and talked nearly an hour in a hungry way 
with me about his soul desires and his past 
disappointing religious experiences. One 
of the Supreme Court judges closed and 
locked his office door while he consumed 
an hour in the same way by detailing his 
own attitude towards Christ and the 
Church. In the same manner, a widely- 
known city official opened his heart and told 
me his determination to soon publicly own 
Christ as his Master and Teacher. Every 
man dealt with in this close way has 
become interested, supporting, and loyal 
friends, and some of them have already 
entered active service for Christ and the 
Church. Public appeals had failed to move w 
them and transient greetings did not suc- 
ceed in correctly diagnosing their cases. 
Men do not want the preacher to simply 
tell amusing anecdotes; they will be disap- 
pointed if he does not talk religion. 

Some sermons are no more suitable to the 
audience than beefsteak would be to a six- 
months-old child. Many ministers use lan- 
guage that is as unintelligible as Greek 
is to the average man. Some doctrines 
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bother the listeners no more than a dead 
and well-buried dog, and are of as little in- 
_ terest as bread and butter to a negro eating 
watermelon. 

Religious conversation gives us such a 
viewpoint of our audience that we strike out 
from the shoulder and at something, not 
beating the air. We do not waste time 
with unneeded, if not useless, discussions. 
We do not miss life’s throbbing doubts that 
are eating out hearts. The world’s attitude 
towards Christ is discovered and men’s bur- 
dens are found while still on their backs. 
The illustrations get meat from living peo- 
ple. The truth gains force from red-cor- 
puscled blood. Jesus mingled with publi- 
cans and sinners. ‘‘Beecher was not a book 
reader, nor scholarly in that sense,” says 
Lyman Abbott, “but he mingled closely 
with ‘people.” Promising preachers have 
become stilted and ineffective by reading 
books too much of the time. Some evan- 
gelists, who show fine brain strength, agil- 
ity, and equipment, at times decry the read- 
ing of any book except the Bible. They are 
unconscious of the fact that by close per- 
sonal work they read scores of books bound 
in human skin. Moody got his penetrating 
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simplicity from his regular dealing with 
the individual. 

The question and answer method is the 
best brain-quickener there is. One thing 
suggests another. Argument forms grad- 
ually. Immediate demand spurs to men- 
tal activity. Our thought clears as it is 
pushed with one purpose into a single other 
mind. 

Still another help comes to the brain. 
The sinner musters all his aids to his de- 
fense. Feasible doubts are presented, and 
must be answered. ‘They require close and 
strong*thought. A challenge is laid down. 
If not prepared, one will furnish himself 
for the next contest. Opposition always 
makes us think better than simple agree- 
ment. Hypocrites are held up to disprove 
our claims or to use as a scarecrow. We 
must be able to defend, define, explain, ad- 
mit. We must be so well stored as to be 
undefeated in the citation of even many be- 
trayals by many Judases. We must know 
the causes for such falls. We must have 
rare faces, beautiful with consistency, to 
set veritable hypocrites in the background. 

Sin will be strenuously excused as nat- 
ural and necessary. Its rosy colors are 
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painted. Its strength and general rule will 
be emphasized. How will we offset these 
claims? We must, indeed, be furnished 
workers, if we are “one that needeth not 
to be ashamed rightly dividing the word 
of truth.” This personal contact makes us 
think and drives us to research. We must 
give a reason for the hope that is within us. 
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Personal Persuasion Insures 
Results 


BisHop McDoweE Lt, in one of the ad- 
dresses delivered by several men before the 
Chicago Methodist Preachers’ Meeting, and 
now published in pamphlet form, gives this 
striking illustration: 

“Ministers have a way of praying for a 
hundred souls. ‘That seems to be a favor- 
ite number. But such prayers are often 
useless and fruitless because they are so 
vague. If any man here is to win a hun- 
dred souls this year, they will be found 
among the people whose names are in the 
city directory, who live on the same street 
with you. They are not floating around 
in the air, waiting to be brought down by 
prayer or a gun. ‘They are the husbands 
of women who already belong to your 
Church, or the wives of men who already 
belong. They are children of parents al- 
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ready on your rolls, or they are the parents 
of children already in the Church; or they 
are the neighbors of yourself and your peo- 
ple. A pastor once told me that he closed 
_/ his revival because they ran out of material 
at the meetings. He thought it a great 
triumph. When he came to examine his 
Church record he found that he had more 
than three_hundred unconverted people in 
the families of his record. His “special re- 
vival meetings were over, but his work as 
a soul-winner had just begun. 

“T said this in one of the Conferences. 
A young pastor took his visiting list from 
his pocket, and began to study it even as I 
spoke. ‘That list had new meaning for him 
as he studied it in this lignt. He became 
absorbed in the fascinating task. He had 
asked not to be returned to his old charge. 
He was returned. He reached the charge 
on Tuesday. Wednesday he went down 
street and into a bank. The president was 
not a Christian, though his wife was. The 
pastor had told them that he did not expect 
to return. The president reminded him of 
it when he came in. Then all at once it 
came over this young pastor that if he would 
win a hundred souls, this must probably 
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be one of them. Why not begin at once? 
He turned to the president of the bank and 
said: ‘I did not want to come back, but I 
must have come for some good purpose. 
Possibly I have come back on your account.’ 
There was something in his tone that had 
not been in it before. To his surprise the 
president changed tone, and replied, with 
manifest feeling, ‘May be you have.’ In- 
side of five minutes they were on their 
knees together in that office, and a man was 
won to Christ. Before Christmas that 
young pastor had won seventy-eight of the 
hundred for whom he began at Conference 
to pray. Only then he began to individual- 


ize his prayers, and that made personal his ° 


efforts. Here is your field. It is not far 
off nor unrelated to you. It is at hand, and 
it is white for the harvest.” 

Bishop McDowell, in one of his addresses 
to the miristers at a session of the Colo- 
rado Conference, gave the two following 
illustrations: 

“The Rev. Mr. Anderson, in the Rock 
River Conference, heard my address on 
personal work and went home to become 
immediately active. His wife was not in 
the city, so he sent his satchel up by the 
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expressman and started out to talk to men 
about giving their lives to Christ. On the 
way from the depot he visited and prayed 
with nine men, and: won seven of them for 
Christ. Before Friday of that week he had 
persuaded fourteen to become disciples.” 

“In the North Indiana Conference a 
pastor, similarly stirred, hired a man to 
move him to his new charge, which was 
fourteen miles away. He purposely chose 
to ride with one of the drivers, who was 
not a Christian. At the end of the sevy- 
enth mile they stopped the team in the 
road, and there and then had a revival 
meeting. Before Christmas that pastor by 
personal work on a small charge had taken 
ninety-eight into the Church out of the 
world.” 

The bishop also told of the reunion of 
his Conference class of ten at the tvwenty- 
sixth anniversary, when one obscure man 
finally admitted timidly that he had re- 
ceived three thousand people into the Church 
of Christ. Bishop McDowell added, “I 
would give all the honors I have ever re- 
ceived to be able to say that.” 

About his own conversion the bishop 
said: ‘The revival meeting at William 
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Street, Delaware, had been running during 
February without any results. The pastor 
succeeded in getting the Official Board to 
approve his plan to continue the meetings 
on Sunday evenings for another month. 
The importance of personal work was then 
enforced. One night Tom Armstrong, a 
senior, succeeded in getting four preps to 
go to the altar. I was one of those preps, 
and but seventeen years of age. All four 
were gloriously converted. ‘This began one 
of the greatest revivals ever known in that 
community. I saw as many as two hun- 
dred at the altar at one time. The stores 
of the town were closed at midday so that 
the townspeople could attend services then, 
and leave the night free for the students.” 

Doctor Cuyler, who took hundreds into 
Church, had a regular habit which is re- 
vealed in this incident: “On a cold winter 
evening,” said Dr. T. L. Cuyler recently, 
“T made my first call on a rich merchant 
in New York. As I left the door and the 
piercing gale swept in, I said: ‘What an 
awful night for the poor!’ He went back, 
and bringing to me a roll of bills, said: 
‘Please hand these for me to the poorest 
people you know.’ After a few days I 
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wrote to him the grateful thanks of the 
poor whom his bounty had relieved, and 
added: 

“ “How is it that a man so kind to his 
fellow creatures has always been so un- 
kind to his Savior as to refuse Him his 
heart?’ 

“That sentence touched him to the core. 
He sent for me to come and talk with him, . 
and speedily gave himself to Christ. He 
has been a most useful Christian ever since. 
But he told me I was the first person who 
had talked to him about his soul in twenty 
years. One hour of pastoral work did 
more for that man than the pulpit effort 
of a lifetime.” 

In that memorable Northfield address 
by Dr. Charles L. Goodell, he said: “I 
learned from my parents that the meas- 
ure of a man’s success in the ministry 
was lis power to reach and win men to 
God; that was the only standard of suc- 
cess.” He then tells how on his first charges 
he trembled to know the surety of his call, 
and was only satisfied by seeing conversions. 
Before going to Calvary he had seven years 
at Hanson Place Church. He said: “That 
has been for years our largest Church, and 
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‘it has had a wonderful revival history. 
When I went there I supposed, of course, 
there would be a revival—that was the ex- 
pected thing. But when I went to Calvary 
in New York, some of my friends said: 
‘Now there will be an end of the sort of 
thing you have been expecting all these 
years. You will find that New York and 
Brooklyn are two different places.’ In 
October we had a ministers’ meeting at 
Calvary Church and they asked me to give 
an address on the subject of ‘Pastoral 
Evangelism.’ As I walked up the aisle to. 
speak, one of the brethren whispered to me: 
‘It is a new field over here. I wonder how 
it will be at the end of this season? Per- 
haps you won’t hold any revival meetings 
such as you have been holding.’ I said ° 
what I had to say about evangelistic work, 
but my brother’s words kept ringing in my 
ears, and I felt forced to say: ‘I am under 
new conditions. What will happen here I 
do not know, but this is true, God is the 
same in New York as in every other city in 
the world. I do not know what will hap- 
pen, but I wish to say this: You can keep 
your eyes on Calvary Church, for some- 
thing is going to happen. It will be a vic- 
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tory for God or the devil. The thing will 
not be done in a corner.’ And then I said 
something that will seem to you too strong 
(but God overruled it): ‘But before there 
shall be a failure of God’s work in Calvary 
Church there will be a funeral in Calvary’s 
parsonage, for I simply can not live to wit- 
ness a defeat of the armies of the living 
God. Before God, I won’t; I will die in 
the streets before there shall be a failure in © 
that great work in New York City.’ I 
meant to toil in the streets of the city until 
there was no more strength in me. I went 
into it with that determination, and, before 
God, I would have kept my word. Morn- 
ing, noon, and night I was at it. My 
prayers and my efforts went together, and I 
walked the streets of New York every hour 
in the afternoon, until it seemed to me that 
if all the stairs I climbed had been put on 
top of one another I would have been a 
long way toward the moon. I did not sleep 
much at night; but on the first Sunday in 
February I got my pay for the sleep I lost, 
for that day I received 364 people into the 
Church of the living God. 

“T am asked, ‘How do you get the peo- 
ple to come to the services?’ I will tell 
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you about that. In the forenoon I get 
ready to preach at night. I preach every 
night at these revival services. In the aft- 
ernoon I start out at half-past one and 
walk the streets of the town until six 
o'clock. I go into the offices of my people 
and into their homes, I bring Jesus Christ 
face to face with their hearts. I have cards 
that I give out at revival services. The 
first Sunday night I had a card distributed 
indicating interest in Christian things. 
These were signed by those not members 
of my Church, and not professing Chris- 
tians, so far as I knew, to the number of 
one hundred and more. Now, then, I had 
the names and addresses of a hundred peo- 
ple, and they represented about eighty or 
ninety families. ‘They had virtually said 
to me by that card that they would like to 
see me and to talk about their souls. Was 
not that a fine chance? I said to them as 
I met them, ‘I have received your card and 
I have come to talk with you.’ I go and 
see the mothers and daughters in the home. “ 
I see their cares.) My heart becomes full 
of zeal for their salvation, and I bring the 
matter home to their hearts. Almost every 
day, either in the parlor or office, I have 
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had two, three, or half a dozen promise be- 
fore God that they would give themselves 
to Christ, and would make a public con- 
fession of Him, and, kneeling there with 
them, we have dedicated ourselves to God. 
Now, when I went to the revival service 
that night and ascended the platform, I 
went up with the heart of a conqueror; I 
looked the audience over and I said: ‘Yes, 
there they are. ‘There will be something 
done to-night.’ And I preached as if I ex- 
pected to have something. When the half 
dozen or so that I knew about rose to their 
feet, there were a dozen others in the room 
who looked over the audience and saw 
these and said to themselves, ‘I had no idea 
that these people were religiously interested ; 
I ought to act myself ;’ and they came down 
and filled the altar, and there was joy in 
Heaven. O brethren, is it not a great 
work? Is there anything on earth that will 
compare with it?” 

Later Dr. Goodell says in speaking of 
D. L. Moody: “Nature made him a fine 
animal, and built his heart to run at least 
for fourscore years and ten; but that heart 
took on the cares of this world so greatly 
and throbbed so terribly under them that it 
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shook its tabernacle to pieces at sixty-two. 
Now, brethren, D. L. Moody preferred to 
die in the saddle rather than to die by the 
fire. While I have no brief to shorten 
ministers’ lives, I want to say that the best 
thing we can do is to put all there is of us 
into this work without regard to years. 
Let us put a new meaning into the Epi- 
curean motto, ‘While we live, let us live.’ ” 
Few passages are so worthy of complete 
quotation. If these were the words of 
youthful enthusiasm, they might bear little 
weight. Dr. Goodell was fathered by Puri- 
tans, raised in New England, and has been 
in the ministry for more than twenty-five 
years, holding in succession the pastorate of 
| the First Methodist Episcopal Church of 
Boston, then Hanson Place, and now of 
New York City, Calvary. The message 
must come backed by the sane judgment of 
/a calm man of large ability. The revival 
there came as a result of personal persuasion 
on the streets and at the top of stairs. 

J. O. Peck, who insured a move in his 
/meeting by dealing with individual hearts 
first and getting promises from them for 
public seeking or confession, had as high 
as fifteen hundred conversions in one series 
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of meetings, and averaged three hundred 
a year. 

Phidellia P. Carroll, in his book “Soul 
Winning,” declares, ““Not once have I al- 
lowed a single season to pass during a pas- 
torate of fifteen years without putting forth 
special revival efforts, and my ministry has 
always been fruitful in revivals while some 
mighty spiritual awakenings occurred.” 
All of his experience-illustrations bear down 
upon the fruitfulness and necessity of per- 
sonal calls and persuasion. A typical one 
tells about a visit with a banker, and how he 
made an appointment to call at 6.30, spent 
an hour with him, and went to his revival 
service. ‘The next evening the call was re-, 
peated, and eventually the whole family 
joined the Church. He tells of another 
man with whom he spent the whole after- 
noon, and saw victory. Another case was 
that of a young business man taken to the 
pastor’s home after the revival meeting, and 
labored with until long after midnight. 
Dr. Carroll concludes: “But our conten- 
tion is that every Christian, and especially 
every preacher, ought to be a soul-winner. 
If we would save souls, we must be instru- 
mental in their conversion.” He was a 
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student-supply in one of the frozen New 
England appointments, and says that, with- 
out noise: “In six months between fifty 
and seventy-five converts had been added 
to that small struggling society, and among 
those reached were a number of heads of 
families. “This work could not have been 
accomplished had the Lord not honored my 
personal efforts in winning men.” 

The Rev. S. Parkes Cadman, D. D., 
gives the following advice: ‘Men and 
brethren, let us seek the new life for which 
we have been apprehended by the Lord. 

. Once in the continual presence of 
God’s purpose and man’s need, methods 
will rapidly accrue. . . . In every 
case, save the solitary exceptions which 
prove the validity of the rule, let the pas- 
tor be his own evangelist. Do you say, ‘I 
have no adaptation for the work?’ Then in 
the name of all unutterably holy, great, and 
terrible truths, go in, horse, foot, and dra- 
goons, without adaptation.’ As you go, you 
shall most certainly be fitted to plead 

_Christ’s brief in any court.” 

A few personal experiences may be stim- 
ulating. In my first pastorate I gave spe- 
cial attention to the only child of a promi- 
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nent railroad man, which resulted in getting . 
the mother and child into the Church on 
probation after a few weeks’ work. Later I 
learned that the husband and father was ill, 
and called to find two other gruff, widely- 
influential railroad men visiting him while 
he lay in bed. In my youthful ignorance 
I trembled before so much greatness. I 
was about to leave, after a few moments’ 
visit, when the newly-converted wife asked 
me if I would not lead in prayer. Swal- 
lowing hard, I got my heart out of my 
throat, and managed to say a few trembling 
sentences. When I rose I found that the 
other two men were kneeling, and one of 
them said, ““Amen.” ‘The sick man seemed 
touched. As soon as he was well he came 
to Church for the first time in twenty 
years. I was young and inexperienced, but 
hungry to reach people. He sat near the 
front. At the invitation I was led to go to 
him, and with much fear asked him to make 
a stand for Christ. He refused for a min- 
ute, but ultimately moved. He was the 
yardmaster at the Union Depot at Kansas 
City for twenty-two years, and handled 
more trains than any other man in the coun- 
try on the same amount of track room. He 
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drank regularly and swore easily, and at 
small excuse, and flew into a passion when 
things did not shape themselves quickly. 
The next morning he reported to one or 
two Christian men with the words, “I am ~ 
now one of you.” He went to work at 
once upon the unchristian folks, and suc- 
ceeded in winning several of them. Though 
he worked seven days a week, he seldom 
missed prayer meeting. or Sunday night 
services. The transformation of his life 
was marvelous, and people could not under- 
stand it until they asked him. He always 
said promptly, “Christ did it all.” One 
night, while relieving one of his subordi- 
nates, he had to make a coupling; his head 
was caught between the bumpers, and in a 
few hours he was dead. Every possible 
man around the yards was released for his 
funeral. Before a packed audience com- 
posed of railroad men I preached on the 
text, “Be strong, and show thyself a man.” 
Every man in the audience admitted that it 
was possible to live a Christian life be- 
cause George Bradshaw had proved it by 
his daily walk among them. Only eter- 
nity will reveal the result of this personal 
appeal to one man whom circumstances 


51 


The Preacher-Persuader 


seemed to declare so unapproachable. A. 
continuous revival through the winter also 
resulted from this one man’s stand. 

Stepping into a bakery one evening I no- 
ticed a young man, and, as is my frequent 
custom, I handed him a calling card with 
an invitation to attend Church. A few 
weeks afterward he did so, and on a per- 
sonal invitation joined. I had forgotten 
about the card, but later he reminded me 
that this attracted his interest. He is now 
one of my most dependable and well-sup- 
porting members. 

Walking along the street one evening I 
passed a lonely-faced young man wearing 
an Epworth League badge. He came to 
the city a stranger, and finding no other 
work, was washing dishes in a restaurant. 
I gave him my card and a greeting. As are- 
sult he came to the services, and later with 
two brothers joined the Church. He is now 
the head of a large and prosperous business in 
that city, and a prominent member of the 
Official Board of that Church. He also 
proved to be related to my dearest earthly 
friend. 

Passing through a department store one 
day I asked the floor-walker a question, 
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‘After he had replied, I handed him a calling 
card with an invitation for him to come to 
Church. Immediately he looked into my 
face, and said: “I have heard of your 
Church and had determined to call upon 
you. I was once a Christian, but I am now 
backslidden utterly. For days I have been 
hungry to know Christ.” We stopped for 
a moment in the aisle, and he there settled 
the matter. The other day I received him 
and his wife and their two children into the 
Church. Recently the same man brought 
a fine clerk who worked under him to my 
study to be converted. The next Sunday 
the clerk brought his brother into the King- 
dom and Church membership. 

A fine-looking and capable traveling man 
attended Church whenever in the city with 
his wife, who was a member. I had spoken 
to him a number of times about the matter 
of being a disciple in a kindly and cordial 
way. He always postponed the matter. 
One Sunday morning at the regular serv- 
ice I felt led to go down into the audience 
and speak to him. He responded, after a 
little persuasion, and finally settled the 
matter by joining the Church. Shortly aft- 
erwards he left for another town, took his 
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letter with him, and was soon made a mem- 
ber of the Official Board. For three years 
regularly he succeeded in getting that board 
to send me an invitation to become his 
pastor, and every year they accompanied it 
with the offer of a little higher salary. The 
other day he called upon me. I found that 
he had received one promotion after an- 
other, until now his salary is very high and 
his condition practically independent. He 
is still an enthusiastic member of the 
Church, and is doing all he can to build up 
the Kingdom. 

I was pastor of a certain Church when a 
revival seemed a difficult problem. A splen- 
did man lived nearby who was addicted to 
drink. His wife was a member of the 
Church. Everybody had worked upon him, 
but he seemed a hopeless case. I called one 
evening, after arranging for his wife to 
disappear, and spent two or three hours in 
a close personal conversation about his need 
of Christ. The following Sunday after- 
noon I arranged for three of the most influ- 
ential Christian men living near him to call 
and follow up my plea. They were to call 
at succeeding hours—but before one got 
away the other arrived, and things hap- 
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pened. He settled the matter that after- 
noon with the promise that he would that 
evening come to the altar. As soon as 
the invitation was given he arose, went 
forward, and knelt down. There was an im- 
mense audience, and it was mightily thrilled. 
I could do nothing but sit on the platform 
and weep while men and women from all 
directions came to the altar. Before the 
meetings were over 116 had professed con- 
version, and all of them were the indirect 
result of personal work done on that one 
man. 

My friend, the Rev. J. O. Randall, a 
winning evangelist, told me the experience 
of an acquaintance of his, a pastor who 
for four weeks had prayed, sung, and 
preached in special revival meetings. There 
were no results. He closed the meetings 
and promised God to spend his time in per- 
sonal work. He went out on the streets, 
and in five weeks he had sixty-seven con- 
versions, 
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J. H. Jowett answers this question by 
quoting Isaac Walton’s declaration con- 
cerning the water fisher, that “That art 
was not to be taught by words.” He then 
quotes Christ’s promise, “Follow Me, and 
I will make you fishers of men,” and adds, 
/ “Christ must make you.” This is so in 
the end, but there is something we are to do. 
We are creatures of habit. Early min- 
isterial resolves will accomplish wonders. 
My pastor, when I entered the ministry, 
Rev. J. W. Alderman, D. D., used to say, 
“T have never gone to Conference without 
all benevolences in full.” He has now 
preached for over fifty years. My time is 
- not so long, but I can still say the same con- 
cerning benevolences as the result of the in- 
fluence of a similar declaration. Dr. W. F. 
Sheridan was led by the instructions of a 
dear friend, a successful evangelist, to regu- 
larly cast the net for conversions. He has 
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held to it, and in three-fourths of his Sunday 
night audiences there have been results. H. 
Clay Trumbull, himself converted by a per- 
sonal letter, at once saw the privilege of per- 
sonal persuasion, and kept it up all his life. 
I early determined not to meet a man more 
than three times without talking with him 
about religion. The resolve has frequently 
been a spur, but has gradually become natu- 
ral and easy, and a large field of blessing 
and information has been opened and men 
have been won. 

A prayer list, a specific set of people for 
whom you are working, is very valuable. 
Place it on. the desk where the eye will fre- 
quently behold it. We may study the 
names at odd moments. ‘This may remind 
us of some new avenue of approach. We 
can constantly hold them up before God. 
It is well to put on this list people in 
some way related to the Church. ‘The 
husbands whose wives are members have 
a tender place in their hearts and an in- 
terest in the Church of their loved one. 
So also with the sons and daughters, 
brothers and sisters, and friends of mem- 
bers. They will be more easily won than 
strangers. Follow this list up. Call fre- 
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quently, without mentioning religion. Do ~ 
them favors, and let them do you favors. 
In short, make them your admirers and 
friends, then you can help them. 

Shortly after being appointed pastor of 
a Kansas Church I made out a prayer 
list of five well-known men who were 
related to the Church, but were not 
members or professing Christians. Some 
of them were held strongly in the grip 
of sin. I finally saw four of them con- 
verted and join the Church. One was 
a drunkard, and is now a member of the 
school board and a public official. The fifth 
man resisted all appeals. I talked with him 
in his home, in the revival meetings, on the 
streets, in his office, and seemed to have ex- 
hausted every possible thing through a 
period of five years. The farewell service 
of my work at that Church was being 
held. I had given the invitation again and 
again, had sung one or two songs, hoping 
somebody would move. It seemed all in 
vain, I finally announced that the church 
doors were open, and that I would receive 
any one on probation who would come for- 
ward. ‘This man was in the audience, but 
I had not seen him. As we were on the 
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last verse of the last song he came to the 
front, gave me his hand, and then knelt at 
the altar, and before I pronounced the bene- 
diction twenty-one others came with him, 
many of whom I had worked for during 
the six years’ pastorate. That man is now 
a prominent member of the Official Board, 
and one of the most dependable members of 
that Church. It took five years’ persistent 
work to reach him. 

A few months ago I took into the 
Church a prominent Colorado State official 
whose boy I received on probation four 
years before. All this time I had been talk- 
ing with and working for the father. At 
last he yielded, and twenty-four other peo- 
ple came into the Church with him that 
night. We ought to pick out a few promi- 
nent people to pray and work for, and never 
give up until we get them. 

Gipsy Smith once said in a lecture, “If 
I should be asked to strike the key of suc- 
cess (pointing to the organ behind him) 
I would touch ‘B’ natural.” President 
Hughes in his book, “ Letters on Evangel- 
ism,” in describing an approved worker, re- 
lates an estimate given him by a business 
man, “He talks to me about religion very 
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much as he talks to me about other things, 
and I like him on that account.” ‘They 
said of Dr. Babcock that he talked about 
Christ as happily as he did about a good 
baseball game, which he greatly enjoyed. 
Religion is as natural to man as light to the 
eye. He is only normal who is rightly re- 
lated to God. It has to do with all man’s 
common affairs. Our bearing and ap- 
proach should be easy and smooth. Avoid 
the holy tone, the pious facial expression, 
and the stereotyped pulpit gesture. A dis- 
tinctive garb usually builds barriers and 
creates a professional atmosphere. It fre- 
quently embarrasses the visited one, attract- 
ing attention to him in our company and 
sharpening darting jibes from business com- 
panions. Expect no preferment. ‘Take 
your place simply as a man. 

Tell a child that his hands are darkened 
by contact with moistened, grimy terra 
firma, and it will be terrified, cry, or stand 
open-mouthed. Say “your hands are dirty,” 
and shame-faced recognition will result. 
Big, meaningless, or cantish stock-in-trade, 
theological terms mean little to the ordinary 
man. Illustrations and language should 
fit the clerk, the carpenter, the merchant. 
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They understand that slovenliness spoils 
sales, rust corrodes, and blindness misses. 
commercial opportunities. Name a consist- — 
ent Christian in their profession. Be glad, 
free, easy. A strained face, an embar- 
rassed eye, a hesitating voice stop real in- 
tercourse. 

Every pastor might profitably read. 
“Tales of the Road,” by Charles N. 
Crewdson. It contains the experiences of 
traveling men as they study to sell cus- 
tomers. No profession so utilizes tact. The 
pastor can not be a persuader without tact. 
Learn from the knight of the grip. Only 
one other man traveling out of Chicago 
sold more goods than D. L. Moody, and 
that was Marshall Field. Salesmen study 
men to gain a customer. My uncle was 
an exceedingly faithful and conscientious 
Christian. The traveling men knew that 
they reached his heart more quickly by 
talking Church and religion than in any 
other way. Consequently they posted 
themselves along this line. One salesman 
for a large house in the East always had 
religious information to give my uncle, and 
seemed to be so well acquainted with 
Church facts that my uncle concluded him 
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to be a Christian. One evening he invited 
him to go to a prayer-meeting. Traveling 
men are always game. He accepted at 
once. Uncle went early and introduced the 
knight of the grip to the pastor. Soon after 
opening the pastor requested Mr. Blank, 
the traveling man, to lead in prayer. He 
had never done such a thing, but, to hold 
his place in the affections of my uncle, he 
promptly fixed up a prayer and worked his 
way through it. This man was determined 
to be all things to all men if by all means he 
- might sell goods. Surely in our business 
of collecting gems for the Master’s crown 
we ought not be less thorough, tactful, and 
tenacious. 

Do not plunge abruptly into religion. 
The oft-told story of the barber, whether 
true or not, gives a good illustration of 
how not to doit. It is related that, freshly 
impressed with the necessity of doing per- 
sonal work, he determined to talk with a 
customer about becoming a Christian. His 
courage failed, but finally, after he had the 
man lathered and was ready to proceed to 
shave him, he succeeded in getting the 
stamina to talk. With razor poised in his 
hand he said to the man, “Are you prepared 
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to meet your God?” A frightened face 
showed the fear of the customer, who be- 
lieved that the barber had suddenly gone 
insane and that his life was endangered. 
While this is an extreme case, many stum- 
ble and blunder just as badly along other 
lines. 

Gradually slip into the subject of re- 
ligion. Any question leaves it open. Take 
it for granted that he is interested. Ask, 
“What Church do you attend?” not “Do 
you go to Church?” Get him to talking. 
First it will be about his business. Guide 
things adroitly into religion. He will 
boast about the religion of his mother, his 
brother, his wife. Lead him on to tender 
subjects; then, after he has talked awhile, 
he will listen. You will have caught the 
key, and will know what string to play. 
Expect him to act. Man was made for 
God, as the lungs are for air. If you can 
get a hearing and entrance, results are al- 
most beyond question. 

Hang on. Dr. A. C. Dixon of the 
Moody Church, Chicago, insists that the 
Greek of Acts 8:29, in referring to the 
command given to Philip, should be trans- 
lated, “Go, glue thyself to the chariot,” 
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J. H. Jowett in his book “The Passion for . 
Souls,” says: “The secret of effective sup- 
plication is a quiet faith. The secret of 
effective speech is a hidden assurance.” 

Do not allow yourself to be put off. 
Press for a decision unless the Holy Spirit 
and good sense warn you. Never be 
checked by obeying fear. Be patient. 
Temper must be in control. Foolish ex- 
cuses, false and_ satanically suggested 
charges, and cold rejection will try you 
severely. Be apt to teach, and always 
gentle. 

It is not best to argue. Heart language 
is the most potent. Leave the things about 
which you can not agree. Arguments 
arouse rancor and stubbornness. Genuine 
doubts must be answered. Logic is the 
right hand of religion. Do not hang on to 
a proven point until it is admitted. It may 
anger the other person if he is compelled 
to outwardly agree. Go to another sub- 
ject. Find something he believes. Build 
on that. Avoid non-essentials. Settle 
those later. 

Appeal to the aeons to the chival- 
rous, to the ambitions, to the beautiful. 
Do not picture his personal badness; hold 
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up the mirror of Christ’s beauty, and the 
listener will see himself as he is. Forget 
self; let Christ shine through you. Do not 
talk too much of your own experiences. 
Never have a superior air. 

Be confident of the importance and win- 
ning power of your gospel. People think 
more about it than we know. The heart 
answers to its appeal as a mother’s tears 
to the sufferings of her child, or a violin 
“C” string does to the voice singing “C.” 
Every one has some religious hunger, 
thoughts, and information, so that a basis 
for conversation can be quickly formed. 
Men are eager to talk. I have never been 
repulsed by any one from governor down to 
the policeman on my beat. God’s Word 
feeds. Results are sure. Man can not live 
without word from God. We can bring it. 
Then do not tremble. Do not make ex- 
cuses. His Spirit will guide us to the truth. 
You may be the Paul that “planteth” while 
some one else “watereth.” In due season 
we shall reap if we faint not. 

With it all we must have a vision of 
‘Christ, one which puts His picture in the 
central chamber of our hearts. We can 
easily talk about One we love. We do it 
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in a self-forgetful and fascinating way. We. 
can easily see clearly long distances, and 
bring loved ones before us, though they live 
many miles away, by the imagination 
spurred by affection. If we thus love 
Christ it will be easy and natural to talk 
about Him in such a vivid way that others 
will fall in love with Him and become His 
disciples. One of Napoleon’s ‘““Old Guard” 
soldiers had been sorely wounded near the 
heart. The surgeon was probing for the - 
bullet. The warrior looked up, and said, 
“Dig a little deeper and you will find the 
image of the Emperor.” Shall we be less 
devoted to our King? 

Men strain through tremendous school 
courses to become successes in various pro- 
fessional branches. Politicians swallow 
convictions, spend money, trade off charac- 
ter to get office. Surely we can afford to 
spend and be spent as personal persuaders 
if by it we may win disciples, and so speed 
the coming of the Kingdom. Equip your- 
self, pick your person, and show them a 
stick-to-him-iveness until the right decision 
is secured. 

“He brought him to Jesus.” ‘This is said 
of a comparatively obscure man, Andrew. 
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He went only after individuals, and yet 
how they counted! He brought Peter the 
Pentecostal preacher, who opened three 
thousand pairs of eyes to Christ. He dis- 
covered the lad with the sardines and crack- 
ers to feed the multitude. He arranged for 
the interview of the Greeks with Jesus, and 
so opened the first door to the Gentiles. So, 
if we get “the one,’ we may be lost sight of, 
while this one’s work may spread far be- 
yond computation. 
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